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The digital shopping surge has propelled the e-commerce market to 
unprecedented growth, projected to reach $8.1 trillion by 2026.

62% of all online transactions take place within marketplaces, while retailers 
employing omnichannel strategies witness a staggering 190% increase in 
revenue compared to single-channel counterparts. 

An expanding number of merchants have embraced marketplaces and online 
channels to broaden their consumer base, capitalizing on the ease of access to 
new markets and demographics. Leveraging the existing customer pools and 
expansive reach of marketplaces can significantly bolster sales for small 
enterprises and brands.

Direct-to-consumer (DTC) sales are imperative across various sectors, such as 
fashion and electronics. Marketplaces offer retailers a direct route to 
consumers, enabling higher profit margins and enhanced profitability by 
bypassing intermediaries.

By 2025, Europe is poised to host 564 million e-commerce consumers, with an 
average online buying rate of 75% among Europeans. Notably, The Netherlands 
and Denmark lead in e-commerce penetration, with rates of 92% and 90%, 
respectively, surpassing regional averages.

Regional spending power significantly influences e-commerce dynamics, with 
Western European countries driving 63% of total revenue despite Eastern 
Europe contributing only 2%, despite comprising nearly 39% of the population.

“The e-commerce sector is on an impressive growth trajectory, 
driven by dynamic marketplace interactions and sophisticated 
omnichannel strategies.

As these platforms continue to dominate the digital shopping 
landscape, understanding and adapting to these trends is crucial 
for any retailer aiming to thrive in this competitive environment.”

Dex van Hofwegen | ChannelEngine
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Opportunities and Challenges
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Expanding onto new marketplaces presents lucrative growth opportunities, helps to diversify 
revenue streams, reach a broader audience, increase brand visibility, improve customer 
engagement, and adapt to changing market conditions.

At the same time, however, it hides many pitfalls.
What are the main challenges in running your business on marketplaces?

• Conduct Market Research: Understand the target markets you wish to expand into, 
including consumer preferences, cultural nuances, regulatory requirements, and 
competitive landscape.

• Optimize Product Listings: Tailor product descriptions, titles, and images to appeal to 
international customers. Ensure accurate translations and localization to resonate with local 
audiences.

• Adapt Pricing Strategy: Consider currency exchange rates, local purchasing power, and 
competitor pricing when setting prices. Offer competitive pricing while factoring in 
additional costs such as taxes, duties, and shipping.

• Customize Shipping and Fulfilment: Partner with reliable logistics providers to streamline 
international shipping processes. Offer flexible shipping options, including expedited and 
localized shipping solutions, to enhance customer experience.

• Manage Currency Conversion: Implement dynamic currency conversion or multi-currency 
payment options to simplify transactions for international customers. Monitor exchange 
rates and adjust pricing accordingly to mitigate currency fluctuations.

Cross-border selling is
Complex
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• Ensure Regulatory Compliance: Familiarize yourself with international trade regulations, 
tax laws, and compliance requirements in target markets. Obtain necessary licenses and 
permits to operate legally and avoid potential fines or penalties.

• Provide Multilingual Customer Support: Offer customer service in multiple languages to 
assist international shoppers with inquiries, orders, and returns. Use translation services or 
hire multilingual staff to ensure effective communication.

• Leverage Cross-Border Marketing: Develop targeted marketing campaigns to raise 
awareness and attract international customers. Use localized advertising, influencer 
partnerships, and social media channels to expand your reach.

• Build Trust and Credibility: Display trust signals such as customer reviews, certifications, 
and secure payment options to instil confidence in international buyers. Prioritize 
transparency and reliability to foster long-term relationships.

• Monitor Performance and Iterate: Continuously analyse sales data, customer feedback, 
and market trends to refine your international expansion strategy. Adjust tactics based on 
insights to optimize performance and drive sustainable growth on international 
marketplaces.

The main challenges include managing fees and commissions imposed by the marketplace, 
ensuring visibility and discoverability among thousands of listings, managing inventory and 
logistics effectively to meet marketplace requirements and customer expectations.

Maintaining brand consistency and reputation across different platforms, navigating complex 
marketplace rules and policies, staying updated with marketplace trends and algorithm 
changes.

"When expanding into new marketplaces, 
platforms like ChannelEngine play a critical role 
in overcoming challenges with specialized 
solutions for optimizing product listings, 
adjusting pricing dynamically, and managing 
inventory efficiently.

These capabilities allow brands to thrive in 
critical areas like logistics, currency 
management, and regulatory adherence, 
converting potential challenges into avenues for 
growth."

Dex van Hofwegen | ChannelEngine
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In addition to the strategic and operational aspect, it is essential to remember the importance of 
an advanced technological structure that allows you to manage:

• Integration Challenges: Connecting multiple marketplaces with your internal systems, 
such as inventory management, order processing, and customer relationship management 
(CRM), can be complex. Ensuring seamless integration often requires compatible APIs and 
robust middleware solutions.

• Data Synchronization: Keeping product information, pricing, and inventory levels 
consistent across multiple platforms can be challenging. Discrepancies in data can lead to 
overselling, stockouts, or pricing errors, negatively impacting customer experience and 
reputation.

• Order Management Complexity: Managing orders from multiple marketplaces in real-time 
requires efficient order processing workflows. Delays or errors in order fulfilment, shipping, 
and tracking can result in customer dissatisfaction and increased operational costs.

• Payment Processing Variability: Different marketplaces may have varying payment 
processing systems, currencies, and fee structures. Managing multiple payment gateways 
and reconciling transactions accurately can be time-consuming and prone to errors.

• Compliance and Regulation: Adhering to diverse regulatory requirements, such as data 
protection laws, tax regulations, and consumer protection policies, across multiple markets 
can be complex. Ensuring compliance while scaling operations requires comprehensive 
legal and compliance strategies.

Multichannel robust 
infrastructure
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• Performance Monitoring and Analytics: Tracking sales performance, inventory turnover, 
and customer behavior across multiple marketplaces necessitates sophisticated analytics 
tools. Consolidating data from disparate sources and deriving actionable insights can be 
demanding.

• Scalability and Flexibility: As your business expands into new markets or platforms, 
scalability becomes crucial. Implementing scalable technology solutions that can adapt to 
evolving business needs and market dynamics is essential for sustained growth.

• Security Concerns: Managing sensitive customer data, payment information, and 
intellectual property across multiple platforms raises security risks. Implementing robust 
cybersecurity measures and ensuring compliance with data protection regulations are 
paramount.

• Technology Maintenance and Updates: Regular maintenance, updates, and patches are 
necessary to keep technology systems running smoothly and secure. Managing updates 
across multiple platforms while minimizing disruptions to operations requires careful 
planning and coordination.

"At ChannelEngine, we simplify the integration of 
multiple marketplaces with core business 
systems, offering robust APIs and effective data 
synchronization.

Our platform ensures efficient order 
management and reliable payment processing, 
which are essential for maintaining customer 
satisfaction and compliance across various 
markets."

Dex van Hofwegen | ChannelEngine
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Buyer Client

Purchase product Net amount received

Multi-channels strategy is a project that often takes years for companies that build those capabilities on their own.
Since a MoR already has everything set up and ready to go, you can go live as soon as you become a customer.

What Does a Merchant of Record Do?

A merchant of record (MoR) is the entity responsible for selling products to customers. While companies can handle this role themselves, they also 
have the option to delegate it to third-party entities that sell on their behalf, thereby assuming liability for the transaction and managing the entire 
operational part.

This allows them to concentrate on their core competencies, such as producing their products.
The presence of Merchants of Records offers numerous advantages for online sellers, enhancing the efficiency, security, and credibility of their e-
commerce operations.

Financial Admin Handled

Taxes Deducted

Fees Deducted
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Discovery Phase

Daily team of professionals with various 

capabilities such as operations, customer 

experience, and regulatory adherence.

• Market Analysis

• Compliance Overview

• Strategy Development

Creation Phase

Fundament for long term success based 

on regularly compliance and brand 

reputation

• Content Creation

• VAT & Compliance Setup

• Logistics Framework

Scale Phase

Focusing on growth, this phase 

emphasizes advertising and market 

expansion.

• Marketplace Advertising

• Advanced Reporting & Analytics

• Expansion into New Channels

Ongoing Phase

Regular updates and strategy check-ins 

keep our collaboration transparent and 

adaptable, fostering seamless growth.

• Marketplace Management

• Compliance Management

• Ongoing Operations & Logistics



Strategical Partnership
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OPERATOR ONE & CHANNELENGINE
Together to create a holistic and scalable solution

Over 950 Marketplaces and other Sales Channels.

 Explore how we can assist in your business expansion 
and unlock your potential for e-commerce success.



Get Your Free 
Consultation

https://outlook.office365.com/owa/calendar/MeetingwithAntonio@o1.eu/bookings/
https://www.o1.eu/
https://www.o1.eu/
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